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Practice Made Perfect! 


Learn what 
computer tactics 
work best to 
accomplish your 
objectives. 


Epoch’s 
automation 
systems are 
simply the 

best. 


Call or write 
Epoch 
today. 


EPOCH TECHNOLOGIES, INC. 
2601 Hoover Avenue, Suite E, 
National City, CA 92050 

Phone 619 / 474-8801 

CA Toll Free 1-800-348-5464 

Outside CA Toll Free 1-800-382-8232 














LeO*W Vel*Sel*O*N — Ael*D 
MULTI-CAP SERIES 





The Multi- 

Cap testing series contains an 

Infinity Telescope with Trial Disc and the flip 
Caps giving 2X, 3X, 4X and 1 + 1 magnifica- 
tion. The Halberg Trial Clip included. Multi- 
Cap by Keeler brings low vision into the realm 
of patient and practice management. Com- 
plete kit $325.00 and Flip caps, each $58.00. 

















We now accept Visa, MasterCard 
and other Interbank cards. 


Optical Supply Co. 


P.O. Box 96 ¢ MAITLAND, FLORIDA 32751 
ORLANDO FLORIDA WATS OUT OF STATE WATS 
831-4000 800/ 432-3770 800/ 327-2070 
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The Eyecare Communications 

Information Kit...for ideas 

on how to make your patients 
life-long patrons. 


What steps can you take now to keep your patients satisfied 
...and cut the chances of them being snatched by your 
high-powered competition? The Eyecare Communications 
Information Kit lets you sample a variety of ideas, such as: 

a newsletter, special certificates, eyecare information 
booklets, and more. 


Send for your free kit today by filling out the coupon below: 








Circle No. 38 on your reader service card 
92 OPTOMETRIC MANAGEMENT / DECEMBER 1987 











